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Aspire’s expertise using a three-pronged approach helps 
companies increase savings from indirect spend
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‘Procurement as a Service’
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Indirect spend is typically >10% of company revenues, but companies 
often lack expertise to manage that spend

Source: Aspire team experience; 3
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Most companies cannot 

maintain inhouse expertise…

…to understand professional 

services & marketing services

As a result, they are unable to 

engage meaningfully with 

business stakeholders…

…to get great quality services 

for ‘fit-for-purpose’ scope and 

costs

Most companies can only 

realize half of the full potential 

savings in these categories

▪ Consulting

▪ Human resources (HR)

▪ Permanent Recruiting

▪ Temporary Labor

▪ Employee benefits & training programs

▪ Payroll/Workday/Time Management (Digitalization 

of processes)

▪ Legal 

▪ Translations

▪ Advertising/Creative/Digital

▪ Media Buying and Planning

▪ Public Relations

▪ Print/Promotions

▪ Market Research
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Our team brings deep relevant expertise enabling 10-15% incremental 
savings over and above what is possible with a sub-scale inhouse team
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‘Select’ Team Profiles

Switzerland

Anshuman Biyani
Partner

Exp: 24 yrs, BCG, Genioo, Gramener, 

Lifesciences, Consumer, Industrials

Strategy, Alignment, Transformation, 

Innovation, Supply Chain, Technology

Finance Transformation Expert

Exp: 20 yrs, American Express, Capital 

One, Accenture

Financial services, Consulting

Financial Planning & Analysis

Principal

Exp: 16 yrs

A.T Kearney, Independent, ET-traps

Lifesciences, FMCG, Process

Strategy, Transformation, PMO, 

Benchmarking, Business modelling

Partner

Exp: 23 yrs, Bain, Citibank, 

FedEx, Deloitte, Virtusa

Growth Strategy, Due diligence, 

Foundation for scaling up start-

ups

Project Manager

Exp: 12 yrs: Sandoz/Novartis Public 

sector (UK, HR)

Divestitures of product portfolio, 

Project management, 

Manu Krishna

Gautam Kedia

Ira Jain

Krunoslav Kevic

India

SwitzerlandUSA

Hong Kong



The end-to-end professional services category management consists of 
several modules
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Implementation

Sourcing Approach External Market Analysis

Situation Analysis
Category & market 

analysis

Category Sourcing Strategy 

development

Sourcing Strategy
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Go-to-Market

Category Data Collection Internal Environment
Boundaries and Goals 

Identification
Selection Criteria

RFP Development 3rd Supplier ScreeningStakeholders Analysis Supplier ID and 1st Screen

NegotiationsSourcing team Structure

Supplier Selection

Recommend to Management 

and Approval

Final Agreement

Agreement Communication

Supplier Development 

Initiation

ProcessesOrganization design Systems Data & Analytics

Contract re-negotiations
Upcoming contract terms 

negotiation
Quick-wins for  
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ExecutionStrategy

We explore ‘Fit-for-purpose’ levers by unbundling large scopes into 
smaller bundles with different types of expertise required & costs
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Strategy Formulation

Leadership Alignment

PMO Change Management

Project Management Communication & Feedback loop

Diagnosis High level-

Design

Detailed 

Design/ Build

Pilot/ Test Scale/ Roll-

Out

Embed

High-level anatomy of consulting projects

Benchmarks

Frameworks/ Methodologies/ Templates Co-creation workshops
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25-50% of the times, the top consulting firms are 

best suited for ‘Strategy’ phase

50-75% of the times, options other than top consulting firms are                                                              

better suited for the ‘Execution’ phase



As part of the full effort, we will also develop tools and templates that 
enable higher productivity of the professional services procurement team
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Clients can engage us in three ways
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Outsourcing of category 

management to Aspire team

Specialized modular support                       

to inhouse team

(e.g. contract re-negotiations)

1 2

Price benchmarking analytics for 

consulting services spend

3



Thank you for your interest!
Contact:
Anshuman Biyani
anshuman@aspire-advisors.net

Team Presence:

Europe:      Switzerland
Asia:           India, Hongkong
Americas:  USA
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